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economic facts and principles. Those who do not comprehend economic forces and consequently fail to conduct their operations in accordance with economic principles, can scarcely claim gratifying results. Success in any form is the outgrowth of understanding, initiative and application. The well-nigh universal -lack of economic knowledge and appreciation is one of the outstanding causes of weakness in modern marketing.
In groping for solutions to the various weak points in the marketing system the uninformed invariably discover and apply superficial remedies instead of searching for those underlying facts and principles upon which fundamental and constructive improvement alone may be built. Perhaps the greatest single weakness in the present marketing situation is the universal failure to appreciate the importance of a premium properly awarded. Everywhere the clamor is for more efficient marketing, implying a result which will give consumers their supply at lower prices and farmers a market paying higher returns, something which may be realized only by a system able to operate on narrower margins or smaller differences between farmer and consumer prices. The public and politicians almost universally seek to reduce the width of the marketing margin by regulating profits while wholly disregarding the stimulating forces which created these competitive rewards. Competitive profits, unlike monopoly profits, do not in any sense reduce prices to farmers or increase them to consumers. They are earned because those operating the business have applied their initiative and energy diligently to the task of reducing expenses to the smallest amount pos-sible; so that the remainder of the competitive margin might be retained as profits instead of being absorbed entirely by needlessly heavy expenses
The problem of modifying the present marketing system so that expenses of the least efficient middlemen remaining in